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Turn in Quiz “Relationship Marketing” 
Main Points
(1) Marketing Is Like Going to the Moon: i.e., “The target is always moving – just as the market never stands stil.” p2 ***E.G.: “Marketing in fast-changing industries is like trying to guide a rocket from the Earth to the moon.” p2. ***IMP.: “The company can control some forces; the market control others that must be watched and adapted to. The company can control the product, technology, financial resources, timing, service and support, people, strategic customer relationships, market infrastructure, fear, competition and social trends.” p3.
(2) Creating a Market: i.e., “The real goal of marketing is to own the market.” p3. ***E.G., “Apple Computer. It realized attacking IBM for a share of the business market was futile, so it decided to develop a different king of computer – one easier to use. It ignored industry standards and came up with a new operating system whose destiny it could control instead of being at the mercy of IBM. The Macintosh achieved its goal of inventing and serving a new market, and Apple remains one of the industry’s most profitable companies.” p3. ***IMP., “Most marketing people, however, have a marketing share attitude – they identify an established market, then develop advertising, marketing, pricing, and distribution strategies to gain a piece of the market. But, marketing managers using a market-creating strategy think like entrepreneurs – they break new ground and take risks.” p3.
(3) Marketing Is Everyone’s Job: i.e., “Marketing is about creating and sustaining relationships with customers and those in the industry’s infrastructure.” p3. ***E.G., “Radius, a graphics-system company, won a big account solely on the basis of a plant tour. Its entire operation, which is focused on ensuring quality, reliability, and fast delivery, so impressed a potential client that it changed suppliers. Even manufacturing, then, is part of marketing.” p4. ***IMP., “Everyone, from sales people to engineers and production workers, must see themselves as marketers.” p3. 
Action Steps
(1) Build Relationships with Customers: “The way to achieve a superior market position is to build relationships with customers based on trust, responsiveness, and quality.” p2
(2) Start with the Customer: “Positioning your product or service begins with the customer. What matters most is how customers think about you in relation to your competitors.” p4.
(3) Reach Customers: “Reach customers at user-group meetings, trade shows, technical conferences, training programs, and association meetings.” p5.
Most Useful Point
Build Relationships with Customers: “The way to achieve a superior market position is to build relationships with customers based on trust, responsiveness, and quality.” p2
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